The study revisits Miles and Snow's strategy typology to investigate the performance relationship with the strategic behavior. Where the most strategy typology researches discern the typology by the respondent's survey such as choosing the best representative behavior for the organization, we developed the strategic typology by the organization's behavior such as marketing strategy, research and development strategy and members' attitudes to the quality. The financial crisis in Korea has reestablished organizational behavior. The study emphasized the changing attitudes of strategy. The results demonstrate that prospector organizations outperform other strategic behavior organizations. 
서론
Organizations need to attain competitive advantage for survival and sustainable growth especially in the turbulent environment. Generally speaking, survival and sustainable growth are attained by adopting new technologies and exploring new markets. Especially when organizational environment turns to be more turbulent, organizations need to develop their own strategic competencies by breeding their own distinctive competences and aligning with environmental requirements [1, 10, 28] .
The environmental factors that determine strategic behavior have been regarded as a dominant logic for organizational success [1, 27] . Many strategic management researches found out that applications of different strategies by the change of the environment reshape organizational internal processes and eventually modify external market structure [3, 6] . These behaviors increase the possibility of survival and success. Moreover, 
Strategy Typology Research
The Miles and Snow's (1978) strategic typologydefenders, prospectors, analyzers, and reactors -has generated a comparatively large amount of interest, investigation and support [15, 17] . Although these studies have contributed significantly to the body of knowledge on A recent extensive review of research using the Miles and Snow typology found few attempts to assess the reliability or validity of its measures systematically [32] . Snow and Hambrick (1980) and Hambrick (1981) reported inter rater reliability assessments for expert raters ranging from .49 to .76 and Boeker (1989) reported reliabilities ranging from .57 to .82. Hambrick (1983) also found that prospectors had a significantly higher ratio of research and development expenses relative to sales than defenders and a significantly higher ratio of marketing expenses relative to sales. Smith and colleagues (1986) found mixed support for the typology's validity. For the most part, researchers have inferred its validity from various qualitative observations without conducting further testing [32] .
Most studies of strategy typology are pursued in relatively similar industries. The most strategic behavior researches control the industrial differences in order to maximize organizational performance differences while minimize other noise factors. However, the barrier of industrial membership has been weakened by development of technology, especially information and communication technology. Many researchers call this phenomenon as "digital convergence" [33] . We believe that the strategy typology research should get into inter-industrial perspective in order to integrate the concept of digital convergence. Moreover, the concept of digital convergence may bring significant effect for interpreting strategy typology in the information age. 
Research Design and Methodology
We decided to employ integrative measurement using self typing, objective indicators, and investigator inference. Self typing is used for the questionnaire responses. Objective indicators are used to measure respondents'strategic behavior such as market orientation, process definitions, and foreign business strategies and so on. However, the final judgment for organizations'strategic typology is based on the factor analysis which made composite components into a single strategy typology. * significantly different 4 clusters was attained.
[ Table 2 ] Typology of strategy of firms by Cluster
Analysis
The cluster analysis shows four distinguished aspects for each strategy typology. The aspects are product diversity, new product introduction, adaptation, and autonomy. Product diversity refers that the organization's strategic intent to provide various versions of the product.
New product introduction means the organization's ability to introduce new product in a short period of time.
Adaptability denotes the organization's effort to modify the product for the various markets. Autonomy indicates the level of decentralized decision making structure. We developed the rational that the relationship between organizational strategy typology and organizational performance should be somewhat significant. As most strategy typology researches have not concluded, using relatively homogeneous sample (Korean leading exporters)
is expected to generate significant result.
First, we utilized ANOVA in order to investigate the performance relationship with strategy typology. We devised two components for performance, such as profit and sales. The rationales to regard this way are two folds. 
Hypotheses
The export market has been defined as product competitiveness (Porter, 1986 ). The price competitiveness or quality advantage may lead to the superior performance.
Considering strategy typology, product competitiveness may be independent if we consider relatively short period of time.
If we consider longitudinal standpoint, strategy typology and product competitiveness may be strongly correlated. Based on this short term perspective, we developed hypothesis 1 below:
H1: Organizations that have higher level of product competitiveness will have higher rate of profit.
As we investigated middle managers, their time frame could not be long enough. In the cross sectional research, but not in the longitudinal research, organizational profit is strongly related with marketing strategy. Rigorous marketing strategy tends to improve short term profit.
However, strong marketing strategy without improving competitive edge eventually erodes the initial advantage.
We considered marketing strategy as a significant factor related with profit. Based on this argument, hypothesis 2 was developed:
H2: Organizations that have strong marketing strategy will have higher rate of profit,
In the global business, the most important factor for competitiveness has been considered as human resources (Peng & Luo, 2000 
Results
The Prospector strategy is significantly outperformed other strategy organizations. We based prospector as a reference group to investigate significant relationship. Many strategy typology researches concluded that prospector strategy demonstrated significantly higher level of performance [7, 30] . Based on the past research results, we based prospector as a reference strategy. R square change was .034 and R square was .011.
The R 2 and the change value was not our main concern but the p value of variables was our interest. The result shows statistically significant explanation about the relationship among strategy typologies.
Conclusions
The study employed Miles and 
